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GRANT IVIIYASHIRO 
Grant · Miyashiro was born in the Spring of 1970 among the California 
smog. Luckily, the stay was transient and his family bundled him up 
to his present home of record, the sunny island of Oahu (Hawaii that 
is ... ). Upon graduation from high school he gathered together his 
belongings and set out for the great Oregon unknown (Pacific 
University that is ... ). For some reason or another he has remained at 
that locale and is currently in the final year of his Optometric career. 
He looks forward .(although with great trepidation) to a Naval 
commitment (somehow acquired along the way), and ultimately and 
forever hopes to practice consistent, satisfying behavioral optometry, 
allowing patients to interact with their world m their most 
meaningful sense. 
.JANEL SATO 
Janel Sato was born and raised in Honolulu, Hawaii. Upon graduating 
from high school in 1988, she headed straight to Pacific University m 
pursuit of fulfilling a long time vision of becoming an Optometrist. 
Withstanding the rainy and cold Oregon weather for seven years, she 
has come to realize and appreciate the close friends and family, 
breathtaking beaches, and foremost, the sunshine and year-round 
80+ degree weather that Hawaii has to offer!!! Needless to say, she 
looks forward to practicing optometry in Hawaii. She motivated by 
the opportunity to help people and the desire to make a difference in 
the lives of others. Other long term goals irtclude working within the 
community to instill public awareness of the importance of health 
and vision care, and to do further eye care missions abroad. 
ABSTRACT 
Statistics show that 94% of optometry students hope to be in solo 
practice within 5 years of graduation. Most optometry students have 
a long term goal to own their own practice. These students don't 
know where to begin~ to turn their dreams into reality. Furthermore, 
established optometrists that want to relocate a practice, need a 
systematic. approach to finding the optimal location. The goal of this 
thesis is to highlight one aspect of the planning process, location 
analysis. This project will present a method of finding the optimal 
location and also an example of its application, using the state of 
Hawaii. 
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LOCATION ANALYSIS: 
INTRODUCTION 
INTRODUCTION 
Statistics show that 94% of optometry students hope to be in solo 
practice within 5 years of graduation.! However, these students do 
not know where to begin in order to turn their dreams into reality. 
The goal of our thesis is to highlight one aspect of the planning 
process, location analysis. Even established optometrists who want 
to relocate need a systematic approach to finding the optimal new 
location. This project will present a method of finding the optimal 
location and an example of its application, using the State of Hawaii. 
The project will be divided into four parts. In the first phase, we will 
assist the optometrist and student with evaluating his or her 
personal and professional priorities and goals. The PATHW A YST .N1 
manual states that 90% of the population tap a mere 10% of their 
poten tiai.l These people have no game plan and consequently drift 
throughout their careers and lives with no real purpose. This section 
of our project will help the optometrist and student undertake a 
purposeful goals program, which begins with self understanding. 
The second phase deals with an analysis of the existing competition. 
For example, a comprehensive 
ophthalmologists, opticians, and 
study of competing optometrists, 
optical chains must be plotted 
allowing an area density forecast. We are setting out to make this 
process easy to follow and practical. Ultimately, this phase will yield 
possible location opportunities. 
In the third phase of our project, we will examme the psychographies 
and demographics of the selected locations. There are many sources 
which can be referred upon. However, the key is to know where to 
look. This phase of our project will identify where and how to 
research key variables and what to do with the obtained information. 
The final phase will show an analysis of all of the collected data. \Ve 
will summarize the information and explain why a certain location is 
ideal to set up an optometric practice. 
In order to be a successful Optometrist, you must be prepared. 
Success is solely up to the individual, depending on the action taken. 
With desire and proper information, one can maximize potential to 
yield professional and personal rewards. 
We realize that our work should only give one a starting point to 
begin, and that there are always vast improvements that can be done 
in the forms of accuracy as well as efficiency. Therefore, take what 
we have written with a grain of salt and hopefully incorporate what 
we have here into your own personal plan. 
Consequently, please refer to the sources that we have listed in the 
bibliography if you need additional information. Other possible 
sources are local universities whose professors may offer useful 
starting points as well as other invaluable resources. Refer to 
Appendix 1 for an example of a form letter that may be used. And 
remember, try to enclose a self-addressed and stamped envelope 
whenever possible. 
. LOCATION ANALYSIS: 
SETTING YOUR GOALS: A 
PERSONAL AND PROFESSIONAL 
PRIORITIZATION PROCESS 
SETTING PERSONAL AND PROFESSIONAL PRIORITIES AND 
GOALS 
· It is a well known fact that the key ingredient for a successful 
practice is location.4 Instead of throwing darts at a map on 
graduation day or basing your decision on the availability of a 
building, think of finding the ideal location as an investment and not 
a whim. This section is designed to assist in performing a systematic 
search for the perfect site. Ideally, you want a site that is "you" and 
that will yield a good return for your business. 
Upon graduation from optometry school, you have the knowledge to 
treat patients, now you need a plan to be able to provide that care. 
You are responsible for choosing the direction of your optometric 
career pathway and what are you going to do your first year out of 
school. 
The first step involves a systematic approach to self-assessment. By 
objectively understanding yourself, you will be able to set-up a clear 
long-range goals program. Begin by sitting down and objectively 
prioritize your goals, asking yourself; what is important to you and 
what do you want in life? Write it down in 25 words or less, be 
specific. Focus on what would make you happy. Once that is 
completed, the suggested grading scale should ·be applied: 
Prioritize each factor on a grading scale of 1-9 
Age group: 1-20, 21-40, 41-65. 66 & up 
Climate 
Close to relatives 
Competition 
Environmental factors: what the community has to 
offer, schools, cultural activities, cost of living, 
fast or slow pace 
Income: practice s1ze 
Neighborhood mix, size of population 
Practice mode: solo, partnership, group, chain 
Scope of practice: family, geriatrics, low vision, 
pathology, pediatrics, sports visiOn, vtston 
therapy 
*NOTE: The Chamber of Commerce of any selected city can provide 
information about environmental factors and climate. 
The next step involves setting career goals. Where do you see 
yourself one year down the road, or even five years down the road, 
upon completion of Optometry school? Beg1n setting career goals 
using your 25 words or less summary as a guideline. It is a good 
idea to analyze your goals and to give them validity, "Pathways In 
Optometry TM" suggests putting your goals through "The SMART 
test." 
-"Specific" 
-"Measurable" 
-"Achievable" 
-"Realistic" 
-"Time bound" 
These are all points to consider while deciding on the location of your 
practice, but don't let them blind you to other factors. Take a long 
hard look at you dreams, ideals, and philosophies of life and make 
sure what you are doing coincides with your aspirations and goals. 
Location selection takes lots of time and effort. Be objective in your 
selection, and don't leave your success to chance, take control of your 
destiny. Select a community that is "you" and one that shows 
positive signs of earning potential. After all, you may be successful. 
elsewhere, but why do things the hard way? 
PERSONAL APPLICATION · EXAMPLE 
We applied these techniques to match our personal goals and 
aspirations. We chose the state of Hawaii, specifically the island of 
Oahu, mainly to be close to our relatives and friends. Other mam 
factors included; climate and familiar environmental factors. 
In 25 words or less, what are your career aspirations? 
own a financially profitable primary care partnership 
middle aged community in Hawaii. 
Prioritize each factor on a grading scale of 1-9 
I want to co-
m an affluent, 
8 Age group: 1-20, 21-40, 41-65, 66 & up 
2 Climate 
1 Close to relatives 
5 Competition 
3 Environmental factors: what the community has to 
offer, schools, cultural activities, cost of living. 
fast or slow pace 
4 Income (practice size) 
7 Neighborhood mix, size of population 
6 Practice mode: solo, partnership, group, chain 
9 Scope of practice: family, geriatrics, low vision, 
pathology, pediatrics, sports visiOn, VISion 
therapy 
S: I will co-own partnership m Hawaii 
M: Upon the grand opening practice, I will have achieved my 
goal. 
A: Through location analysis, I've already begun the process of 
finding the ideal site for my practice. 
R: According to my research, Mililani, is my ideal location in· 
Hawaii for the practice. 
T: By January 1, 1996, I will have accomplished this goal. 
LOCATION ANALYSIS: 
DATA·COLLECTION AND 
INTERPRETATION 
LOCATION ANALYSIS: 
DATA COLLECTION: INTRODUCTION TO 
THE CENSUS 
INTRODUCTION TO THE CENSUS 
Once your goals and priorities are established, you are ready to begin 
the data collecting part of the location analysis. 
Obtaining the demographic information for locations of interest can 
be a relatively quick procedure provided you know what you are 
looking for and know how to · get it. Hopefully, this section will 
present an understandable foundation for the single most important 
resource of information, the Census Bureau. For those of you who 
are anxious to get started, this section may be skipped and referred 
to as needed if problems arise, proceed to the Analyzing The 
Competition section. 
SOME CENSUS FACTS ... 
Every ten years (years ending in "0"), the decennial census is taken 
(publication occurring 2-3 years later). Population and Housing are 
the pnmary topics of this extremely detailed survey (current 
surveys are usually obtainable but are much less expansive). 
However, it would most likely be easiest to obtain the decennial 
census because it is this version that most schools, libraries, etc. 
carry. 
The next valuable piece of information regarding the Census is its 
design. For the decennial Census [(i.e.) 1990] information is derived 
either from responses from the entire population or from only a 
sample of the population. Whole population data is termed 1 0 0 
percent (short form) and the others are deemed sample (long form) 
(*"long form" -aptly named as both sample and 100 percent questions 
must be answered by the designated housing unit). Sample size 
usually varies but approximates one in six households for United 
States data. It should also be noted that sample data are statistically 
altered so as to best represent the complete population . 
Usually the Census Table Outline (located in each series) is used to 
highlight what types of information is available. Furthermore, there 
are subcategories under these subjects that require one to make a 
decision concerning what constitutes relevant data. We will try to 
point out what information you may need later in this paper. 
To make . matters even more confusing, there are a slew of different 
report series which arrange data as might be desired for the Census 
Data aficionados out there. Four important reports that can be 
referenced: Summary Population and Housing Characteristics (1990 
CPH-1) which provides the 100 percent component information, the 
Summarv Social. Economic, and Housing Characteristics (1990 CPH-5), 
which will provide the sample data for the same areas as the CPH -1, 
the *Population and Housing Characteristics for Census Tracts and 
Block Numbering Areas (1990 CPH-3), which gives statistics on 100 
percent and sample subjects and The Social and Economic 
Characteristics (1990 CP-2), which provides sample data focusing on 
the population subjects. In order to make this information relevant 
to future locating professionals, the Bureau of the Census printed a 
pamphlet entitled Do You Know Which 1990 Report is Similar to Your 
Favorite 1980 Report. Assuming that they continue to do so, if 
report series titles change, such changes will be easily monitored 
using the above stated pamphlet. 
In addition, every 5 years (specifically years ending in 2 or 7) a 
census of government and economic activity is undertaken (results 
usually released 2-3 years later). Again, current data is available 
but not likely to be as expansive or easily obtainable. This data may 
furnish the information pertaining to sales, payroll, etc. of similar 
types of businesses m the concern mg area and may help m 
determination of the final location decision. 
LOCATION/MEDIA TYPE OF SOURCES FOR CENSUS 
The next question deals with locating the desired sources. The first 
source that you can call or write is the Bureau of the Census in 
Washington, DC. Other sources of information are the State Data 
Centers, National Clearinghouse, National Services Program, and 
various Depository Libraries, all of which the DC office can give an 
interested patron more information. Please refer below regarding 
sources that provided useful information while undertaking this 
project. 
Census Resources (as of March 1994) 
U.S. Department of Commerce. Census '90 Basics. Washington, DC: 
U.S. Government Printing Office, Jan. 1990 
U.S. Department of Commerce. Census ABC's Applications in Business 
and Community. Washington, DC: U.S. Government Printing Office, 
Sept. 1991 
U.S. Department of Commerce. Do You Know Which 1990 Report is 
Similar to Your Favorite 1980 report. Washington, DC: U.S. 
Government Printing Office, Jan. 1990 
U.S. Department of Commerce. A Preview of the 1992 Economic 
Census. Washington, DC: U.S. Government Printing Office, Jan. 1990 
U.S. Department of Commerce. The Census Catalog and Guide. 
Washington, DC: U.S. Government Printing Office, Jan. 1990 
(Comprehensive product listing, descriptions, contacts, encompassmg 
all one would want to know pertaining to the Census-as of March 94) 
U.S. Bureau of the Census: Telephone Contacts for Data Users 
Customer Services 
Information 
Bureau of the Census 
Washington, DC 20233 
(301) 763-4100 
Superintendent of Documents 
U.S. Government Printing Office 
Washington, DC 20402 
(202) 783-3238 
Decennial Planning Division 
Bureau of the Census 
Washington, DC 20233 
*for general and product 
*to order products 
*tabulation by specific areas 
Next, one must know which type of media the desired data will be 
on. Due to the lengthy process of publishing (2-3 years), data would 
most likely be on computer tape first (and in more volume). But 
presently, printed reports are most likely the most popular type of 
media form (accessibility and convenience). Also, expect to find 
information on microfiche and CD-ROM, and through a new on-line 
service called CENDATA. 
LOCATION ANALYSIS: 
DATA COLLECTION: ANALYZING THE 
COMPETITION 
ANALYZING THE COMPETITION 
Previously in the "Introduction to the Census" section, we stated 
which sources may yield the most usable information. The next step 
that must be undertaken is to apply the data in a useful and 
meaningful way in order to gain a perspective on the existing 
location choices. 
BACKGROUND 
It should first be realized that the Bureau has statistics for vanous 
types of geographical areas, ranging from as large and encompassing 
as the United States to zip codes and smaller. In general, data can 
be isolated (beginning with the smallest area) into blocks, tracts, 
census designated places (CDPs), counties, etc. Therefore, a future 
location analysis must narrow down choices to States and then 
possibly county, CDP, tract, subdivisions depending upon your need. 
It is essential however, to make sure that the area type you choose 
has the data that you need. Depending on the state, library, data 
center etc., they carry extensive data only on certain area types. 
[*If statistics are not available in the type of area needed, special 
tabulations can be done: Contact Decennial Planning Division, Bureau 
of the Census, Washington, DC 20233]. 
In the past, it appeared that most data applications used the tract 
area type (numbering approximately 4,000 people). As stated 
earlier, information by tract can be located in the Population and 
Housing Characteristics for Census Tracts and Block Numbering 
Areas. This information can be applied to the geographic areas as 
divided upon the map. For example, the Census and BNA outline 
maps show tract and block numbering areas transposed over the 
"normal" type boundaries. 
However, upon examination of the map as well as the data (arranged 
by tract number), it was difficult to relate the data to the underlying 
areas. For example, in the Honolulu area alone, tracts were so small 
and numerous that data application would be incredibly difficult 
(Table I, II). Therefore, this section will focus upon the procedure 
that appeared most pertinent. 
PROCEDURE 
We obtained the CDP breakdown (larger group data) and map which 
provided more reasonable area types. Once the area type is 
designated, "competition" (optometrists and ophthalmologists), 
figures must be obtained . in the chosen area types. This can be a 
very time consuming procedure which is accomplished by applying 
"normal map" boundaries and plotting as such onto the Census map 
within your area types. This is the most accurate way to get an 
assessment as to population/competition densities. However, m 
order to save time, we obtained a copy of the optometrical listing by 
an insurance carrier, Vision Service Plan, (VSP) of which most 
optometrists (in Hawaii) are members. This copy broke down 
optometrists into areas consistent with the CDP which simplified the 
process. We did not recognize non-VSP practitioners, as well as 
hospital or HMO influences which would affect determination of 
prime areas. More accurate assessments can be achieved using the 
blue book of Optometrists, or the yellow pages and more precisely, 
matching competition to specific areas upon the CDP or area 
designation type of your choice. 
We then obtained resident population figures for each . CDP. This 
figure was compared to the competition in each CDP and then the top 
3 areas with the highest population/competition ratios were chosen. 
I('VVY; •a' 
_)~--., y- ' \ 
AJ '-
~- \ 
r ,_ . 
' ' / r·· - 1 o 1 ..• /(cl) .f : .. 
......... \,. i( ! 
/ :· ?rr-~m~io,-:;-~.'- -, ij 1 0 2 . 0 2 . 
r -. ~ / l 
' ) .... ~"' ' \ ~··; \ 99.02 ' \ ~·( 
1990 
CENSUS TRACTS 
~ I "/ U/IIJ L ... =. - ....--. ...!~ 1 0 0 --, ·. -- ..........--___ _____ _ " ' " o: ,:. ·.----~----- ---~ i -.,__\;.r J;:~~~-- -
. . ~ ,~ ~ ' 
'< .-:~ -.• ,, . ·· ~c . 9 9 , 0 1 \.~ ·(" j 1 0 2 . Q 1 I \ 
- · - l(j£~H ~,,( ; " 
\ • '-. ··p)_\l --- •. .. , ····' ( 
-- J('. ..... l)t'l s.!!!.•!~\ ... ___ /.~ 9 1 '"" f.'•·- ~· _/. 
' 1 ,.,~ ,, ~~ ' 1 ,a.,!.-:-' \... t:<•"' ''., • _ ( I Cl' 1" - - / ' 1"•., · ' _.,· \. " 9 8 -;:=;{'"~~"; '-, c_:_, ~·V '9'~'.~;:~:.,;::' -\ ~ ••""' (~ 
jFJ "<:~. ,,~,~·'4~~~~ ~~ 103 031) 
·r97 QJ·l ····~~ 1'" ~( ...,_. ~.,.,, . ' 
4 
I :; _ _ .. • • t.Fi\' "''" lt. • , 
"'"' ' ' '- / 
0 dOfUIClf._~~A':: n j • \, · 0 • \ _ , • 
\ ~fi' ·-···~/f~.J ..... ,\ i - "'-.... . ' :. ~ · .• ·: • .,A ,Jt .• ___ __ / )) >---·~.... ,,•'- ~.,.-- ~ , g: i . ·. : .•. . • . :. . \ [ 
5
. 
\, •' . / 1'\ ~ ~ t ''. :• • I • . "-
' . ..- ~ ... .:: :: -;. • ' • • ' I) ? <~ .. ./ f\~ . ~' \ • . ll ( \ \ •'" c. :>J""::: l" _.:. - I. I 0-- ~\) ~- 9 6 0 1( ,";. \ .r j~ '·, • ..,_ ~1 . 86.03 ~ .- . . . "- ·-~, . }Pq,. >j ~~\ \ .•• ' . !· •. s 
,. -- / ~, ~-ft. .: ... : e e 
.. 
\ 
\ ISLAND DF OAHU 
J, 
l- x=-L J .. J .. ___ ; __ 1· _, ... ~• ~ 
(' MAP . w:1"' ./l./~· ~~Q~~~f. A9.NRIIII ~~ ~ - • 
..... J j .- ~-r.~ ' l " : . ' . ... · • 
••••• r;:!J,t• / 8 6 . 9 8, \ '\ ! . ; ' =~ • ' ·.; .~ ' , .. l • , _£(~'186 ot• • ~ •"' \...._ '-: • 
1 
~ 0 ... .. ~ 0 A; 0 I : II 
----- --·-------------------- -- , j ~-~ IB 4 . \ -~ '~ . . - '~ ! · . . --~~~]1 c g~l !!l IIRIICK\ IN\[! ~}!-,,,., , . \ '-.:::;i;-;,,0 ~ • -J , • '~>"\3/( ·: 
1 
·L. ) 
.. ,.r ·---'!.'·':!) \ 8 5 S .. : . . ~~ - I 
. . .... ~·-'.~:<\ 92 ~""'-~ '·--- - '•.;;:..__ '_. . •.· :,_ ~-- ; "' 
.-,.'>, •. , ' ( --~ ':?-. -:--:; ''''"''"" lit: ,· ,· . :. ·y ) / .. '• ~ . . ' ·" -• "v'" ___..-;, ;• " ,.. . • • j" 
·'·'··· ~ -<' / ( ,_,~;;{ ·!;,, .-;· .~ 9]. <\\,....-;\\''' -~- · : · .. C· 
( I 
\ 
, . •• .;. .. f · . . v ·- . . ~ . . ;;> / ' 95 02 ''·< · · ~·- ~--· 9'_j)• _.. ... ; L , :, · • . , • . . ,,. -iloiil•i-.1Jii;;,, ... ·-·· .• . '; _ • ~ _ 
~ --1:95.oj :_>;r950' "' ---~ 
- :J / ,.. . , 
~ -- -- .\~- t !: l J "' '4- ll 
>-1 
;;:.-
t::O 
r 
t11 
-
TABLE II 
TABLE III: . RANKING AREAS OF INTEREST ON· THE ISLAND 
OF OAHU, HA WAil 
I 
Optometrist/City+ Population/Census I Population/Competition# 
(obtained from VSP} Designated Place (CPO) : 
City of Oahu I 
Aiea 1 3 8,906 l 685/1 
Ewa Beach 2 14,315 I *7,158/1 
Haleiwa 2 13,408 I 6, 704/1 
Honolulu I 79 377,059 I 4, 772/1 
Kailua 7 36,813 I 5,259/1 
Kaneohe 6 35,448 T 5,908/1 
Laie 2 5,577 I 2. 789/1 
Mililani I 4 29,359 I *7 ,340/1 
Pearl City I 3 30,993 I *10,331/1 
Wahiawa I 2 11 ,926 I 5. 963/1 
Waianae 5 8,758 
' 
1,751/1 
Waipahu 1 4 I 31 ,435 2,243/1 
Top 3 area with the highest population/competition ratios. 
I) Ewa Beach 
2) J\tiililani 
3) Pearl City 
+ Competition and city did not take into consideration: non-VSP 
providers, hospital and H:\110 providers, and ophthalmologists. 
# Competition is defined in this example as any VSP provider. 
LOCATION ANALYSIS: 
DATA COLLECTION 
LOCATION ANALYSIS: 
DATA COLLECTION: DATA COLLECTION 
OF THE DESIRED AREAS 
DATA COLLECTION ON THE DESIRED AREAS 
A data search of the top 3 areas is then undertaken. The following 
topics are essential in evaluating the office location. 
ESSENTIAL DEMOGRAPHIC VARIABLES 
Evaluation of characteristics of your area are necessary in order to 
recognize if the location you are choosing is justified. For example, 
who are the typical patients that you will be serving and will you 
feel comfortable with this "typical" patient. The area must satisfy 
the goals and prionues set. Keep in mind that only variables among 
the same area types (i.e. tract, CDP, etc.) are compared. 
The relevance of the following variables are stated in the Data 
Interpretation section. 
A) POPULATION DEMOGRAPHICS: 
1) Growth potential 
2) Stability of the population 
-Are people moving or living within the community 
(staying in the area versus relocating due to 
business, etc.) 
3) Preferred size 
-1,000-10,000 (rural) 
-10,000-50,000 (suburban) 
->50,000 (urban) 
- other 
4) Age breakdown: (i.e.) 10-19 YO, 20-29 YO 
5) 
6) 
7) 
Sex: male vs. female 
Ethnic background: (i.e.) Asian, Caucasian, Black, etc. 
Family composition: 
Families, especially those with children are groups that a 
practitioner would like to attract. Usually, families stay 
with the same doctor for years, even a lifetime, and their 
loyalty is worth it. 
8) Social Class: Determines how you will communicate with 
your target market. 
-income (source) 
-unemployment rates 
-income (amount) 
-family income (excludes mcome received by household 
members not related to householder, persons living 
alone, and others in others in non-family 
households) 
-household income 
-education 
-family background 
B) FACILITIES OF THE AREA: What does the community have to 
offer? 
-transportation facilities 
-wholesale suppliers 
-banking facilities 
-c1 v1c associations 
-schools 
-churches 
-medical services 
-amusements 
-cultural activities 
C) ACCESS TO THE SITE: 
Is the office easily accessible? How will the potential customer 
get to your office? 
-distance separating individuals from the store 
-is there adequate public transportation with good service 
-accessible and adequate parking facilities 
-good sidewalks 
-street lighting 
-handicapped access 
-good community and surrounding firms to encourage healthy 
business conditions 
-1s the traffic heavy at any particular time 
-highway, etc. development planned? 
D) LOCATION WITHIN TilE DESIGNATED AREA 
How many people living in the community actually work 
there? 
a) downtown location 
-closest to greatest amounts of patients 
-traditional place of work 
-difficult to find or expensive parking 
b) suburban shopping center 
-growing population base 
-heavy potential patient base evenmgs, weekends 
c) medical clinic 
-referrals within the medical community 
-potential patients already seeing other doctors 
-referral of patient if complications exist 
E) LAND/RENTAL COSTS WITHIN THE DESIGNATED AREA 
F) EPIDEMIOLOGICAL INTEREST OF THE DESIGNATED AREA 
Refer to section Epidemiological Interest as needed 
A complete location analysis also considers not only demographic 
variables but also psychographic variables. These are lifestyle 
characteristics such as opinions, activities and interests of a given 
group of people.9 
SOURCES: UNDERSTANDING YOUR MARKET 
*When interviewing 
provide additional 
Daily Newspapers: 
a source ALWAYS ask 
people/places/organ iza ti ons 
if they can 
to reference 
Most times, a major newspaper does it's own market research on the 
population it is serving. As a potential advertiser, this information 
may be readily available upon request. 
a) Maps detailing areas of commercial activity [(i.e.) 
supermarkets, shopping centers] 
b) Maps showing average driving time between vanous areas 
within the city 
c) Optometric specific reports? 
Weekly Newspaper: 
Usually delegated to smaller sections of a metropolitan area. 
Commercial activity and trends. 
Banks: 
As a potential loan recipient, the bank may be a source of local 
market detailing. 
Many banks publish economic data that may be of valuable interest. 
University information: 
Possible courses in small business management. 
Free information 
Chambers of commerce: 
Composed of organizations that represent commercial interest m the 
community 
Consider joining (acquaintance with business community, learn from 
other entrepreneurs) 
a) marketing approach by various business people 
b) successes and failures 
c) who they bank with 
d) attorney, accountant 
Familv and friends living in various areas of the interested state: 
Insight regarding changes, developments, growth areas 
City or State Departments: (see example regarding Hawaii below) 
Television and Radio Stations 
*Yellow Pages 
SOURCES: Re2ardin~ the State of Hawaii: 
*Department of Planning and Economic Development (Census 
Information) 
250 S. King St., Room 724 
Honolulu, HI 
(808) 548-7645 
Small Business Council 
The Chamber of Commerce of Hawaii 
735 Bishop St., Suite 225 
Honolulu, HI 96813 
(808) 531-4111 
Pacific Business Center Program (counseling, consulting, referral) 
(possible fee) 
University of Hawaii at Manoa 
2404 Maile Way 
Business Administration Building D-202 
Honolulu, HI 96822 
(808) 948-6286 
Vision Service Plan (breakdown of optometrists/area) 
1001 Bishop St., Suite 1553 
Honolulu, HI 96813 
1 (800) 622-7444 
Honolulu City and County (land development information) 
Planning Department 
550 S. King (City Hall Annex) 
Receptionist: (808) 523-4 711 
ACCUMULATING THE DATA 
Even with the previously listed resources available, information is 
difficult to obtain, particularly the psychographic data. Dealing with 
people who do not want to bother with you, or do not even know 
what you are talking about can become a tiresome and frustrating 
expenence. What is in it for them? Possible money in the form of 
advertising if you are dealing with a newspaper or maybe a loan if 
dealing with a bank. However, letters of inquiry (asking for sources 
to reference, data) to the university, and media sources proved futile 
as they did not even offer a congenial reply (Appendix 2). The 
chamber of commerce offered the obvious census as a source of 
information, but little else. The bottom line is you have to be 
persuasive, persistent, and creative. In our case, we were neither 
and accumulated the data the most efficient way possible. 
Most of the demographic data was achieved via the Census. Our data 
was broken down by CDP as stated earlier and was retrieved via CD-
ROM. Using the computer was not as daunting as expected and the 
data retrieval went somewhat quickly once we got used to the 
system. 
1) Choose your area type [(i.e.) tract, CDP, etc.] 
2) Choose the specific area available within the area type 
breakdown [(i.e.) Honolulu] 
3) Obtain data from the list of questions that is given 
It should be stated that we used the CD-ROM source because we went 
to the State Data Center in Honolulu and it was easily accessible. 
However, this data is again in printed reports (refer to section on the 
Census). Once the report that you need is obtained, refer to the 
Census Table outline for a listing of relevant questions. 
Furthermore, the Area Classifications and Definition of Subject 
Characteristics sections in the Appendix are also useful as references. 
A second source of pertinent data (for the island of Oahu) appeared 
to be the Honolulu City and County Planning department. They have 
information on future land use designations [(i.e.) agricultural, 
housing, etc.]. This can be a big help in analyzing which areas can 
expect population growth, which in turn affects economic (shopping 
centers, business) growth, and also highway/road planning. Again, 
they have a wealth of information that can be extrapolated provided 
the right people can be contacted and the right questions asked. 
DATA COLLECTION SUMMARY: 
1) Pick Census area type most applicable to your needs (or 
most practical) 
2) Obtain breakdown of the competition (optometrists, 
ophthalmologists, opticians) per census area type 
3) Determine population of census area type/competition 
compassion of area type ratios and choose the top 3-5 
"best areas" 
4) Do data search (census) upon the "best areas" 
5) Obtain additional information at the local land planning 
department 
LOCATION ANALYSIS: 
DATA COLLECTION: INTERPRETATION 
DATA INTERPRETATION CENSUS 
On Table IV, the data breakdown among the top three area choices 
are printed. The following is our interpretation of what the numbers 
mean when considering your location site. It should be noted that 
percentages are used at times in order to compare the three areas. 
This statistical comparison is by no means scientific but it does allow 
a very simple and quick interpretation method. If too primitive for 
your tastes, other statistical methodology may be applied, along with 
more detailed interpretation. 
For comprehensive census characteristic definitions, any report (i.e. 
CPH-1) appendix can be referenced. 
A) SEX: 
Females make over 70% of health care related issues. Areas 
all showed a 50/50 type separation between males and 
females. 
B) AGE: 
The optometric practice must cater to the dominant age group 
in the designated area. For example, if there are greater 
numbers of younger families in the area of practice an 
emphasis might be placed on pediatric optometry. In addition, 
the 65+ age group is also important in regard to Medicare 
reimbursements. 
Pearl City (P) apparently 1s an older CDP, with 41% of its 
residents 40+ years old. 
Mililani (M) is a younger CDP with a large number of its 
residents between 30-39 years. As a result, there are larger 
numbers of children in the 0-19 year range. 
Ewa Beach (E) basically fell in between P and M. 
C) RACE: 
The doctor and staff and the dominant race in the area must be 
able to interact comfortably. Mutual respect is critical in any 
doctor patient relationship. 
All areas showed large populations m the Asian/Pacific 
Islander category. However, Mililani had the Largest secondary 
percentage of whites among the three groups. 
LANGUAGE SPOKEN AT HOME: 
All three areas showed English as the language of choice. 
However, Pearl City showed a 1 apanese influence and Ewa 
Beach a Tagalog one, perhaps further identifying breakdowns 
among the encompassing Asian/Pacific Islander classification 
above. 
D) RESIDENCE IN 1985: (mobility) 
A practice needs stability which IS largely dependent upon 
recalling patients. 
All areas showed similar percentages, of such quantity 
indicating that people who move into the area tend to stay. 
Slightly higher numbers in P tend to agree with the older 
population percentage. 
E) SOCIAL STATUS: (AFFLUENCE) 
The designated area must be capable of sustaining the financial 
demands of the individual and the practice. 
WORK STATUS: 
All three areas showed approximately equal percentages of 
people. In addition, work status corresponds approximately 
with age breakdowns above. Note, P has the largest older 
population and therefore the largest working population, while 
M with more of the younger generation, has a smaller working 
number. 
MEANS OF TRANSPORTATION TO WORK: 
Not very useful in this situation. M has the highest numbers of 
people who take a car, truck, or van to work. Possible 
correlation with income? 
EDUCATIONAL A TI AINMENT: 
The significant number we looked at is the number of people 
with a Bachelor Degree. M showed the largest number in this 
category. 
INDUSTRY/OCCUPATION/CLASS OF WORKER: 
By looking at the numbers, you get the feel that E IS the most 
white collar, while M is the most blue collar. 
MEDIAN HOUSEHOLD INCOME/MEDIAN FAMILY 
INCOME/MEDIAN NON FAMILY HOUSEHOLD INCOME: 
Basically, M had the highest, P second, and E third. 
AGGREGATE HOUSEHOLD INCOME BY RACE OF HOUSEHOLDER: 
Asian/Pacific Islanders had the highest number as a group 
in all three areas but White householders in M showed higher 
numbers than compared in the other two areas. 
RATTO OF INCOME TN 1989 TO POVERTY LEVEL: 
What we did was take the 2.00 and over figure and make 
comparisons among the top three groups. In simplified terms, 
M had the most "well off' population with P second and E 
third. 
F) PLACE OF WORK: 
This is an extremely important characteristic because if the 
majority of potential patients commute into the area, the 
demographic studies of the area type may be misleading. 
Remember that census population characteristics are 
determined by housing units in the area. 
It seemed shocking at first finding such high percentages of 
people who work in the area. Based upon the morning traffic 
east bound to Honolulu (the main city of business) I would 
have thought more people commuted. What is significant is 
that M showed the highest percentage of workers who worked 
in their area of residence. 
G) TRAVEL TIME TO WORK: 
Approximate same among all areas (all areas approximate 
west Oahu-central Oahu). 
Indicative of hours of operation for the practice. 
H) MEDIAN GROSS RENT. MEDIAN SELECTED MONTHLY OWNER 
COSTS AND MORTGAGE STA TIJS: 
Property value must be considered versus potential profit. 
M showed the highest property values, followed by E, and then 
P. 
I) HONOLULU CITY AND COUNTY CLA1'ID DEVELOPMENT 
INFORMATION): PLANNING DEPARTMENT 
Pertinent information gathered showed that E had the greatest 
present population growth and also the greatest land use 
designations for housing and development. 
An anticipated increased patient base can be expected. 
TABLE IV: BREAKDOWN OF CENSUS DATA AMONG THE TOP 3 
AREAS 
I I 
I PEARL CITY (P) EWA BEACH (E) I MILILANI (M} 
POPULATION 30,993 14,315 j 29,359 
1} SEX 
Male 15,701 I 6,971 14,756 
Female 15,292 7,284 14,603 
2) AGE I 
<1-9 YO 4,102 2,164 5,172 
10-19 YO 4,315 2,738 I 5,159 
20-29 YO 5,726 2,639 I 3,646 
30-39 YO 4,322 1,996 6085 {21%) 
40+ YO *12,722 (41%) I ·4,718 (32%) I *7,728 (26%) 
I I I 
3) RACE I ! I 
White 6,617 (21 %) I 3,313 (23%) I 10,033 (34%) 
Black I 861 (3%) I 179 (0.3%} I 812 (3%) 
Asian /Pacific Islander I 22,820 (74%) I 10,405 (73%) I 17,965 (61%) 
' I I I 
4} LANGUAGE SPOKEN AT HOME I l 
English I 22,693 (73%) I 9,393 (66%) I 22,897 (78%) 
Spanish 
' 
287 I I I 
Tagalog I 1,352 (4%) ' 1,653 (11 %) I 736 (3%) 
Chinese 297 I 
Japanese I 2,785 (8%) I 331 (2%) I 1 ,325 (5%) 
Korean I 273 I 
I I ' ' 
5) RESIDENCE IN 1985 I I ! 
Same MSA/PMSA I 24,039 (78%) I 10,142 (71%) . 20,876 {71%) I 
I ! i 
6) WORK STATUS 
Persons 1 6+ YO ! 24 ,389 (78%) ! 10,459 (73%) 20 ,829 (71 %) 
' 
7) PLACE OF WORK I 
16+ YO & MSA/PMSA of residence i 16,753 (69%) : 6,805 (65%) 15,877 (76%} 
8) MEANS OF TRANSPORTATION 
TO WORK 
Car. truck, or van 15,094 (62%) 5,676 (54%) 14,694 (70%) 
Bus 1 ,066 (4%) 778 (7%) 684 (3%) 
" 
9) TRAVEL TIME TO WORK 30 minutes (ave ) 35 minutes (ave) 32 minutes (ave) 
I 
PEARL CITY (P) EW A BEACH (E) MILILANI (M} 
1 0) EDUCATIONAL ATTAINMENT 
High school graduate 7,438 (44%) 1 ,259 (16%) 4,128 (26%) 
Bachelors degree 2,566 (13%). 634 (8%) 4,044. (25%) 
11) INDUSTRY I 
Construction 1,437 
Retail Trade 3,287 (13%) 1 ,600 (15%) 2,073 (10%) 
Professional/Educational services 2,982 (12%) 3,445 (17%) 
12} OCCUPATION 
Technical, sales, admin. support 6,179 (25%) 1 ,626 (16%) 5,494 (18%} 
Service 2,417 1 ,621 
Managerial/Professional specialty 3,439 (11 %} 4,814 (16%} 
13} CLASS OF WORKER I 
Private for profit wage/salary 9,824 4,832 j 8,289 
Federal government 2,165 I 2,926 
State government 1,846 I 1 ,81 8 
I 
' 
14) MEDIAN HOUSEHOLD INCOME I I I 
IN 1989 50,752 45,184 I 55,337 
I I 
15) AGGREGATE HOUSEHOLD I I 
INCOME BY RACE OF I I 
HOUSEHOLDERIN1989 I (total: 480 million) (total: 158 million) (total: 525 million) 
White 94 million (20%) 46 million (30%) 205 million (39%) 
Black 10 million 2 million 12 million 
Asian/ Pacific Islander I 369 million (77%) I 105 million (66%) 303 million (58%) 
I 
16) MEDIAN FAMILY INCOME I 
IN 1989 I 52,879 I 46,953 I 56,792 
I I 
17) MEDIAN NON FAMILY I I 
HOUSEHOLD INCOME I 23,008 21,917 I 39,333 
I 
18) RATIO OF INCOME IN 1989 I I I I 
TO POVERTY LEVEL i I 
2.00 & over I 26,684 (86%) I 11,423 (80%) ! 27' 118 (92°/o) 
I l 
19) MEDIAN GROSS RENT I 753 I 755 1,060 I 
l l ' 
20) MEDIAN SELECTED MONTHLY ' I i I 
OWNER COSTS & MORGAGE I 793 I 910 I 1,293 
LOCATION ANALYSIS: 
. CONCLUSIONS 
CONCLUSIONS 
Once the data ·has been collected and interpreted, a comparison 
between your goals and what the demographics of the populations 
must be done. Depending on what your goals are, different 
population characteristics may take on more significant meaning. 
In the Setting Your Goals section, we prioritized our goals. Goals 1 ,2,3 
stated that climate, proximity to relatives and environment factors 
were important. Therefore, we began our location search in the state 
of Hawaii, particularly on the island of Oahu. We are very 
comfortable and familiar with the Asian/Pacific Islander race 
dominance and traditions in the islands. 
Next on the grading scale was mcome. We wanted a practice that 
would yield financial stability both professionally and personally. 
Social status among the top three area choices in terms of educational 
attainment, class of worker and income; Mililani (M) was the most 
affluent. This does not automatically indicate greater practice 
income; one still must strategically. market to this group. But, the 
potential patient base is very appealing. 
Goal 5 indicated that competition was also an 
establishing a practice. As shown earlier in 
Competition section Mililani showed the 
population/competition. It should be stated that 
important factor in 
the Analyzing the 
highest ratio of 
non- V SP providers 
were not included in our data. Regardless, we get a general idea of 
where the more competitive areas are. 
Practice mode was next on the priority list. The data shows that M' s 
population base while still growing, would be large enough to . satisfy 
the demands of a multiple optometric practice. 
Median age group of the population was the next priority. M 
revealed the highest percentage of patients that would cater to our 
midd le aged group demand. We defined middle age as the 
population between ages 30 and 40. 
Finally, we plan to practice full scope optometry. Based upon the 
demographic data, we would build a niche in the elementary and 
intermediate school populations and establish our expertise in the 
school aged population. 
This thesis proved to be a challenge and a practical learning 
experience. It has provided us one piece m the practice 
establishment puzzle. We hope that future and current optometrists 
may benefit as well. 
LOCATION ANALYSIS: 
EPIDEMIOLOGICAL INTEREST 
EPIDEMIOLOGICAL INTEREST 
For most of us, epidemiological area determinations are likely not a 
very important factor in the location analysis. However, if you are 
interested in the ocular health manifestations of a region or the 
systemic conditions with ocular effects, such research may prove to 
be invaluable. For example, if your optometric interest lies in 
pathology or you would like to see certain conditions, then 
undergoing the effort to obtain such area breakdowns are necessary. 
Please refer below for a listing of possible agencies whom may 
provide some information regarding this topic. Always remember. 
in the very likely scenario where assistance is unavailable, always 
ask for additional references to people/agencies/etc. who can help. 
*International Library Archives Medical Ophthalmology CILA MO) 
(314) 991-4100 or call the AOA office for current address/number 
details. 
*Prevent Blindness America (formerly National Society Prevent 
Blindness) 
500 E. Remington Rd 
Schaumberg, Illinois 60173 
Dept. of Health and Human Services 
200 Independence A v. SW 
Washington, DC 20201 
Agency For Health Care Policy and Research 
2101 E. Jefferson St. 
Rockville, MD 20852 
Centers for Disease Control and Prevention 
1600 Clifton Rd. NE 
Atlanta, GA 30333 
National Institutes of Health 
9000 Rockville Pike 
Bethesda, MD 20892 
LOCATION ANALYSIS: 
APPENDIXES 
APPENDIX 1 
LETTER: ADDITIONAL INFORMATION SOURCES 
21 November 1993 
Dr. _________ _ 
University of --------
Department of Marketing 
City, State, Zip 
Dr. 
I am an optometry student who will be graduating in May 1995. 
Although I will be employed with the military upon graduation, it is 
a distant goal to someday establish my own practice. In preparation, 
I am attempting to complete a thesis regarding location analysis for 
an optometric practice. I realize that your current students indeed 
take first priority but I would appreciate any opinions that you may 
have pertaining to this subject. I am particularly interested in any 
references that will provide a comprehensive yet understandable 
starting point. 
Enclosed is a rough copy explaining the purpose of our project. 
Thank-you. 
Sincerely, 
John Doe 
Pacific University College of Optometry 
uc 1987 
Forest Grove, OR 97116 
(503) 357-6386 
APPENDIX 2 
EXAMPLE OF LETTER SENT TO RADIO STATION 
26 November 1993 
KSSK 
Director of Marketing 
Honolulu, HI 
To whom it may concern: 
I am an Optometry student who will soon be graduating. It is my 
desire to establish my own practice and currently I am researching 
the feasibility of this option. I realize that the media play an 
important role in population awareness and wish to learn more about 
advertising with your station. If possible please send me a media 
packet. Hopefully, this will contain the demographic/psychographic 
information that designates your corporation's marketing goals, as 
well as area breakdowns if possible. 
Thank-you. 
Sincerely, 
John Doe 
Pacific University 
uc 1995 
Forest Grove, OR 97116 
(503) 357-987 6 
APPENDIX 3 
FORM LETTER: EPIDEMIOLOGICAL INTEREST 
24 February 1994 
National Institutes of Health 
To whom it may concern: 
I am a student at Pacific University College of Optometry and I am 
currently working on a thesis concerning how to locate an optometric 
practice. One aspect of the location analysis is a consideration of the 
visual conditions (refractive error-prescription types. 
ocular/systemic pathology-disease conditions, visual/ ocular 
abnormalities, etc.) Prevalent in the population. I am interested if 
your organization compiles such statistics, either by national, state , 
city level, etc. I am particularly interested in data organized at the 
city level (if that is possible). Also, if your organization does not 
handle compilation of this type of data, would you be able to refer 
me to a source(s) that does? Please reply as soon as possible, with 
any relevant information. 
Thank-you. 
Sincerely, 
John Doe 
Pacific University 
uc 1995 
Forest Grove, OR 97116 
(503) 357-6386 
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